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Dear executive,

Since C.E.L.forpharma was founded in 2005, our growing suite of public courses for the pharmaceutical and 

related industries has experienced increasing success.

This is because our 1- and 2-day courses offer a unique way to boost the performance of pharma executives:

Consisting of true experts, as opposed to professional trainers, C.E.L.forpharma’s faculty members are 

highly respected specialists in particular areas of expertise, with a strong theoretical backbone and a 

wealth of practically relevant experience in working with pharma and/or biotech companies across a wide 

spectrum of therapeutic and geographical markets.

Participating in C.E.L.forpharma courses thus offers a unique opportunity for in-depth face-to-face 

interaction with true experts, thereby combining formal training with personalized expert advice.

C.E.L.forpharma courses focus on issues for which there are virtually no public courses available. Do 

the test on Google and you will see it is true.

Participating in our small class courses (max 20 delegates) also means you benefi t from face-to-face 

interaction with a very international audience of pharma & biotech executives from all over Europe and 

beyond. 

Our focus is on new functional competencies that executives in the area of marketing and business development 

need to acquire against the background of a tougher business environment.

This brochure showcases course titles that have proven to be highly valued by past participants. Our training is 

mostly delivered in intensive 2-day courses and each title is organized at least twice a year. For details about the 

course content, the expert-trainer, dates, locations, etc., best is to visit our website at www.celforpharma.com.

New courses and/or new dates will be added to our portfolio in 2012. We therefore recommend you to visit our 

website regularly for updates.

We look forward to meeting you at one of our unique courses.

Sincerely yours,

Luc De Langhe

Co-Founder & Managing Director

Welcome
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Visit our course calendar for extra sessions: 
www.celforpharma.com/calendar.html

The Pharma 
Market Access Course

  Managing Directors with the Adelphi Group, 
 a group of specialist companies that uniquely embraces all the disciplines 
 that integrate into market access.
  This expert faculty combines a unique blend of expertise and experience 

 of all strategically vital aspects in market access optimization.

By Lloyd Morgan and Konrad Wallerstein

Understand the market access environment in Europe’s major markets, how to 
communicate with stakeholders, and how to organize resources internally  

Testimonials of past participants

By attending this course, you will

C.E.L.forpharma’s The Pharma 
Market Access Course was very useful 
because it was a lot of information 
with examples that help to understand. 
I will defi nitely recommend it!”

Sabine Massias, 
International Product Manager, 
Pierre Fabre – France (October 2011)

The “experts” are truly experts 
and they were able to convey their 
expertise to the heterogeneous 
audience in a confi dent and 
engaging way.”

Vitor Papão, 
Ass. Director, International 
Commercial Planning & Operations, 
Gilead – UK (October 2011)

This course gives you a good 
overview of the European market 
and international challenges for 
reimbursement. I learned a lot about 
thinking differently and approaching 
the payers in another way.”

Remco Hofman, 
Corporate Affairs Manager, 
Chiesi – The Netherlands (April 2011)

Grasp the full meaning of market access, its importance for optimizing product launches 
and its implications for the whole organization, from phase II up to post-launch.

Learn to integrate market access concepts into clinical and brand marketing plans. 

Have a good understanding of the differences across the healthcare systems in Europe 
with respect to optimizing market access for your brands.

Gain insight into how stakeholders - and which ones! -  impact 
on the success of your brand along its lifecycle.

Learn to use the concepts and techniques that have proven 
to be successful in infl uencing the market access decision-makers. 

Know how to effectively manage the organizational issues from global to local, 
from medical to marketing, etc. 

Gain expert insight and advice from an expert faculty with vast relevant cross-functional 
and multi-therapeutic experience from both industry and consultancy.
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Brussels 17-18 April 2012
Copenhagen 25-26 September 2012
Brussels 4-5 December 2012

Dates
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Visit our course calendar for extra sessions: 
www.celforpharma.com/calendar.html

Essentials of Pharmaceutical Pricing

  The most down-to-earth pharma pricing expert with superb training talent. 
 Founder & CEO of Inpharmation, a specialist consultancy. 
 Renowned consultant for the world’s top 10 pharma companies, and many more. 
 Winner of a number of speaking and best paper awards. 
 Author of Principles of Pharmaceutical Pricing: An Evidence Based Approach. 

By Gary Johnson

Understand the language, the concepts and pricing research techniques, 
as well as the international market dynamics that impact upon pricing

Testimonials of past participants

By attending this course, you will

This was a great course! Very 
impressed by the performance of 
the trainer who was able to keep us 
interested for those 2 days.” 

Tania Tuya, 
International Pricing 
& Market Access Manager, 
Nycomed - Switzerland (May 2011)

The Essentials of Pharmaceutical 
Pricing course is a great crash 
course for beginners and a perfect 
“put-it-all-together” workshop for 
people already working in the fi eld.”

Adam Nosal, 
Pricing Analyst, Novartis - Italy 
(May 2011)

Very good crash course 
with a good balance between 
theories/concepts and practical 
tools… very useful!”

Pierre Roca, 
Global Public Affairs Adviser, 
Novo Nordisk - Denmark 
(May 2011)

Understand the language, the concepts and diffi culties of pricing pharmaceuticals.

Learn about the pricing techniques that work best in pharma (and know which ones 
don’t work in pharma!). Concrete examples are used rather than vague concepts. 

Understand the mechanics and dynamics of international reference pricing 
and parallel trade, and how they impact on decision-making for national markets.

Know how pricing systems work in key international markets.

Leave with a collection of techniques and principles 
that you can implement easily and immediately.

Gain expert insight and advice from Gary Johnson, 
a former senior marketing executive in big pharma who built Europe’s 
most respected pharma forecasting & pricing specialist consulting practice.

Receive Gary’s book Principles of Pharmaceutical Pricing: 
An Evidence Based Approach, which will be a valuable reference to have with you.
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Brussels 1-2 March 2012 
Copenhagen 24-25 May 2012 
Madrid 18-19 September 2012 
Brussels 6-7 December 2012

Dates
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Visit our course calendar for extra sessions: 
www.celforpharma.com/calendar.html

Health Economics 
for Non-Health-Economists

  Europe’s most entertaining health economics expert. 
  A unique profi le: an academic professor, consultant and former pharma executive.
  Sought-after advisor and educator to health policy makers and pharma companies.
  Highly respected for his vast international and cross-therapeutic experience.
  Author of Health economics for non-economists.

By Lieven Annemans

Understand health economic evaluations, how to integrate them 
in clinical & marketing plans, and how to use them with healthcare payers

Testimonials of past participants

By attending this course, you will

Excellent course, 
very well delivered - I have 
learnt a lot. Thank you.”

David Maddocks, 
Disease Area Access Lead, Europe, 
Bristol-Myers Squibb – UK (May 2011)

Very good course to learn 
effi ciently about principles of 
health economics, applications and 
advantages, but also about limitations 
in development submission and 
reimbursement.”

Lieselotte Lennartz, 
Scientifi c Affairs Manager, 
Abbott – Germany (May 2011)

Very well organised and friendly 
atmosphere. Lieven is a very 
experienced teacher but also, 
despite his wealth of knowledge, 
able to break down the complex 
theory in clear parts!”

John Rietveld, 
Head BF IDTI & Ophthalmics, 
Novartis - The Netherlands (May 2011)

Learn about the language, key principles and methods 
of health economic evaluations.

Know how to interpret the results of health economic evaluations.

Learn to integrate health economic evaluations 
in product development, pre-marketing and post launch.

Gain insight into the perspective of decision makers.

Ensure alignment of health economics with marketing strategies.

Understand and avoid the pitfalls of health economic evaluations.

Gain expert insight and advice from Lieven Annemans 
who conducted health economic evaluations in over 20 countries 
across a wide spectrum of therapeutic areas. 

1

3
2

4
5
6
7

Madrid 14-15 March 2012
Brussels 13-14 June 2012
Copenhagen 27-28 September 2012 
Brussels 3-4 December 2012

Dates
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Visit our course calendar for extra sessions: 
www.celforpharma.com/calendar.html

The Pharma Forecasting Course 

  The most down-to-earth pharma forecasting expert with superb training talent.
 Founder & CEO of Inpharmation, a specialist consultancy.
 Renowned consultant for the world’s top 10 pharma companies, and many more.
 Winner of a number of speaking and best paper awards.
 Author of Sales Forecasting for Pharmaceuticals: An Evidence Based Approach.

By Gary Johnson

Learn how to produce reliable sales forecasts for pharmaceuticals 
using evidence-based concepts, models and techniques

Testimonials of past participants

By attending this course

Excellent lecturer. Well organized 
and nice structured course. Gary 
teaches with passion and uses simple 
examples and great comparisons 
that help in better understanding the 
complexity of the forecasting process.”

Elisabetta Pani, 
New Product Advisor, 
Chiesi – Italy (October 2011)

This course has provided me 
with so much theory that I now can 
challenge the market forecasts in a 
much more qualifi ed way than before 
attending this course.”

Kirsten Rask Nielsen, 
Portfolio and Pricing Manager, 
LEO Pharma - Denmark (June 2011)

You will learn techniques and approaches that have been proven to work best 
for forecasting sales of pharmaceuticals – and not waste your time on what doesn’t work.

You will be able to challenge the forecasts others have produced for you, 
and produce your own forecasts in most situations.

Concepts will be explained in simple, non-mathematical terms.
Concrete examples from the pharma industry are used rather than vague concepts.

You will leave with a collection of techniques and principles 
that you can implement easily and immediately after the course.

You will receive an Excel-based forecasting tool that integrates 
all the techniques taught and applied during the course. 
This ensures you leave with real hands-on ability to use the techniques.

You will receive Gary’s book Sales Forecasting for Pharmaceuticals: 
An Evidence Based Approach, which will be a valuable reference to have with you.
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Brussels 20-21 March 2012 
Zurich 6-7 June 2012 
Brussels 2-3 October 2012  
London 10-11 December 2012

Dates

This was an interesting 
introduction to the theory of 
forecasting, and it has whetted my 
appetite to challenge our current 
forecasts.”

Kate Irving, 
Brand Director, 
Takeda – UK (October 2011)
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Visit our course calendar for extra sessions: 
www.celforpharma.com/calendar.html

The Digital 
Pharma Marketing Course

  European thought leader on digital and customer-centric innovation 
 in the new go-to-market model of life sciences.
  Former VP with J&J in the area of cross-channel CRM and digital marketing.
  CEO of Across Health, a consultancy specialized in eCRM.
  Highly respected for his comprehensive functional knowledge, 

 ranging from SFE to Marketing Excellence, New Business Models and CRM.

By Fonny Schenck

Create a competitive edge in the new environment by integrating 
e-marketing tools into the pharma marketing mix

Testimonials of past participants

By attending this course, you will

Great learning 
experience on smartly 
making a digital strategy.”

Sayantani Dasgupta, 
Senior Insights Manager, 
Novartis – Switzerland (May 2011)

The beauty of this course is 
that it effectively mixes statistics, 
market data and strategic thoughts. 
Helpful with relevant insights. 
I defi nitely recommend!” 

Christiano Pereira Silva, 
International Product Manager 
Pradaxa, Boehringer Ingelheim 
– Germany (May 2011)

The Digital Pharma Marketing 
Course provides a lot of new and 
useful information. Fonny Schenck 
is an expert with good abilities 
of presentation.”

Victoria Igna, 
Group Product Manager, 
AstraZeneca – Romania (May 2011)

Learn why digital marketing is one of the cornerstones of the new commercial model for pharma 
and how physicians, other stakeholders and your competition are leveraging the power of internet.

Be able to defi ne a digital strategy for your brand, therapeutic area or company – locally and internationally.

Know how to tightly integrate digital into your overall marketing, sales and medical education strategy 
and ensure “fusion” of your online and offl ine efforts while respecting legal and regulatory guidelines.

Learn from well-metricized examples of successful e-tactics for physicians, 
consumers/caregivers and other new stakeholders like payers, nurses and pharmacists.

Know how to market your digital initiative and how to organize for digital success: 
offl ine/online promotion, organization, change management and governance.

Be able to calculate the ideal “share of budget” for digital in your overall communication mix 
and to assess the business impact of your digital projects.

Gain insight into emerging digital trends and how they may impact your business.
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Brussels 6-7 March 2012 
Copenhagen 22-23 May 2012 
Madrid 20-21 September 2012 
Brussels 27-28 November 2012

Dates
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Visit our course calendar for extra sessions: 
www.celforpharma.com/calendar.html

The Pharma 
Brand Planning Course

  Europe’s most authoritative pharma marketing planning trainer. 
 Visiting Professor at CEDEP (INSEAD) and other business schools. 
  Developed the business simulation game STRATPHARM with INSEAD Prof. Corstjens 

 and trained well over 5000 executives on pharma marketing strategy since 1990.
  Global pharma marketing trainer with several top pharma companies. 

By Edouard Demeire

Learn how to discover sales levers in the market and to design 
the optimal mix of marketing tactics in Red & Blue Ocean markets

Testimonials of past participants

By attending this course

A highly effective and 
practical pharma marketing course. 
Interactive and led by a very 
experienced trainer.”

Anthea Haak, 
Brand Manager Immunology, 
UCB – The Netherlands (March 2011)

Being a new brand manager, 
Edouard gave me several useful 
tools in marketing abilities. Looking 
forward to another course.”

Thomas Velle, 
Field Product Manager, 
Sanofi  – Norway (September 2011)

I really got a lot of practical 
ideas to be implemented in our 
local markets which will help us 
to improve our brand image.”

Mohamed Asem Beltagy, 
Field Product Manager, 
Lundbeck  (September 2011)

You will increase the sales and marketing ROI of your brands by learning how to determine 
the marketing tactics that will effectively leverage opportunities in the market.

Your future brand marketing plans will logically link marketing tactics 
to smarter patient / stakeholder insight and analysis. 

For your brands in “Red Ocean” (highly competitive) markets, 
you will know how to design marketing mixes that are superior to the competition.

You will learn how to make the competition irrelevant by creating “Blue Ocean” (highly innovative) 
market environments for some brands, using value innovation concepts and tools.

You will be armed with a box full of handy tools you can use back in the offi ce.

You will benefi t from Edouard’s wealth of experience in training & coaching 
numerous pharma companies on best-practice pharma brand marketing planning 
across a wide spectrum of therapeutic and geographical markets.
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Madrid 12-13 March 2012
Istanbul 11-12 June 2012
Brussels 15-16 October 2012 
Brussels 10-11 December 2012

Dates
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Visit our course calendar for extra sessions: 
www.celforpharma.com/calendar.html

The Pharma 
Business Development Course - An Overview Course

  Martin uniquely combines a wealth of BD experience with entertainment talent. 
 A former senior BD executive with Roche and Paul Capital Partners. 
 Board member of several start-ups and Founder of TransformRx.
 Author of Business Development for the Biotechnology 

     and Pharmaceutical Industry.

By Martin Austin

Understand all key steps in the busdev process, 
from analysis & planning up to closing & following-up a deal

Testimonials of past participants

By attending this course, you will

Highly recommended 
for early stage companies 
to prepare for future 
partnerships”

Tomas Eriksson, 
CEO, A1M Pharma 
– Sweden (September 2011) 

If you are supposed to get 
useable insights in Business 
Development and deal-making 
as fast and complete as possible, 
this is your course.”

Sergio Hernandez Aresti, 
Business Development Director, 
Merck KGaA – Mexico 
(September 2011)

This is a brief overview of various and wide aspects 
of business development in pharmaceuticals. As the 
topic is broad and major business areas are concerned, 
the course really does the maximum for 2 days: a 
snapshot and food for thought for both a new person 
and the one who believes he’s experienced.”

Maria Klimenko, 
Business Development Manager, 
Eli Lilly – Russia (May 2011)

Grasp the entire process of deal-making within the pharmaceutical and biotech industries, 
and learn the language, the concepts and tools from a practitioner’s point of view.

Know how to profi le the most suitable products for your company’s profi le, 
and where to search for the opportunities.

Grasp the principles of valuation and know what works best for which purpose.

Get expert advice on negotiation strategy and tools, 
and on how to best conduct the interactions.

Learn what makes up a good term sheet and how to assess those from other parties.

Know how to best manage the contract phase 
and how to avoid the fi nancial and legal pitfalls that can break a deal. 

Capitalize on Martin Austin’s vast experience in concluding 
and fi nancing successful deals in the pharma and life science biotech industries. 
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Brussels 8-9 March 2012 
Zurich 4-5 June 2012 
Brussels 4-5 October 2012 
London 12-13 December 2012

Dates
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Visit our course calendar for extra sessions: 
www.celforpharma.com/calendar.html

The Pharmaceutical 
Out-licensing Course

  Over 25 years licensing experience in the healthcare sector - the fi rst ten years within the pharma industry.
 As a freelance licensing and business development consultant since 1996, he has successfully 

 concluded numerous inward and outward licensing agreements for clients covering small molecules, 
 biologicals and delivery technologies.
 Author of Scrip’s best-selling report Practical Guide to Pharmaceutical Licensing.

By David Scott

A hands-on step-by-step approach leading to a successful 
out-licensing deal for a pharmaceutical in development

Testimonials of past participants

By attending this course, you will

David Scott’s pharmaceutical out-
licensing course is really good. David 
has a calm presentation style and uses 
very good examples to illustrate the 
theory. I would have loved a 3rd day 
with more case studies.”

Amalia Graf-Czikajlo, 
Senior International 
Commercial Project Manager, 
Nycomed – Switzerland (June 2011)

Very good basic course, with lots 
of practical “nuts and bolts” material. 
David Scott’s presentation style has 
a good pacing, offers plenty of time 
for questions and he uses real life 
examples. Not much to improve on!”

Bill Carson, 
Head of Integration Offi ce, 
Galderma – USA (June 2011)

This training was perfect! 
David Scott shared a huge amount 
of experience and expertise 
in these 2 days.”

Andrey Chusov, 
Business Development Manager, 
Roche - Russia (June 2011)

Understand the key factors leading to a successful out-licensing deal 
of pharmaceutical compounds in R&D.

Learn how to profi le your product and prepare product information 
to maximize its attractiveness to third parties.

Understand the key factors leading to valuing your product 
and how to set up a spreadsheet to optimise the commercial structure of the deal.

Find out how to target potential partners - and the best way to make successful contacts.

Learn what to include in a term sheet, as well as in CDAs and MTAs, 
and which issues to watch out for during negotiations.

Understand the due diligence process and what will be expected from you.

Get expert advice on negotiation strategy and on managing a deal post-signature.
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Brussels 26-27 April 2012 
Zurich 25-26 October 2012

Dates
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Visit our course calendar for extra sessions: 
www.celforpharma.com/calendar.html

Pharma-Biotech 
Product & Company Valuation

  Europe’s top valuation experts of high-growth life science companies. 
  Patrik is Founder & CEO of Venture Valuation AG, specialists in independent assessments 

 and valuation of emerging high-growth companies in biotechnology and life sciences.
  Patrik and his team carried out all external valuations for the Novartis Venture Fund. 
  Johan is a partner of Venture Valuation with a background in 

 oncology research (Karolinska Institute) and strategic analysis.

By Patrik Frei and Johan Ohlsson

Learn how to assess a biotech company, how to calculate the value 
of a pharmaceutical in development, and how to structure a licensing deal

Testimonials of past participants

By attending this course, you will

A very good course 
that explains the complex 
process of valuation in a way 
that is easy to understand.”

Maria Fors, 
Investment Manager, 
Accelerator - Sweden 
(October 2011)

As a service provider 
to small and medium sized 
companies, this valuation course 
has provided me with an ideal 
perspective of the fi nancial link 
between biotech and pharma.”

Karl Burgin, 
Managing Director, Maxia Strategies 
– Switzerland  (March 2011)

I found it very useful to participate and interact. 
I was already familiar with company valuation from 
the past, but seeing it in practice in a pharma-biotech 
setting, where the assumptions are so much more 
numerous and complex, was really an eye-opener. 
The material provided is also very helpful in 
my current role as a F&A Manager in Biotech.”

Marc Moens, F&A Manager, 
arGEN-X – Belgium (October 2011)

Know what determines the value of life science biotechs and emerging pharma companies. 

Gain a thorough understanding of key valuation terms, concepts, tools & techniques. 

Learn and practice how to:

  Use a model that assesses the soft factors of a biotech company prior to its valuation.

  Calculate the value of a biotech company. 

  Calculate the value of a development compound with an excel tool you can 
 take home and use for any other pharmaceutical product in development.

  Structure licensing deals between pharma and biotech, 
 covering issues such as milestones and royalty payments. 

Gain expert insight and advice from Patrik Frei and Johan Ohlsson who have assessed 
and valued numerous products and companies in the life sciences industry.

1

3
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4

Amsterdam 18 March 2012
 Back-to-back with 
 BIO-Europe Spring 2012  
Zurich 24 October 2012

Dates
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Visit our course calendar for extra sessions: 
www.celforpharma.com/calendar.html

Late Stage Pharma 
Lifecycle Management 

  Europe’s most authoritative expert on lifecycle management strategies 
 in the pharmaceutical industry. 
  A world-class speaker and trainer! 
  Global Director of Datamonitor Healthcare’s Consulting Practice. 
  Renowned consultant for the world’s top 10 pharma companies, and many more.

By Neal Hansen

Learn how to develop late stage LCM plans to optimize 
the commercial success of mature brands beyond patent expiry

Testimonials of past participants Below are testimonials from past participants of the Optimizing Brand Lifecycle 
Management Strategies course, which was Neal Hansen’s LCM course up to end 2011:

By attending this course, you will

This course is an excellent opportunity 
to learn about the rationale of LCM, 
its aspects and how to apply it. Great 
opportunity as well to discuss specifi c 
problems with the excellent trainer Neal 
Hansen and the course participants.”

Killian Duffner, 
Senior Vice President, Grünenthal 
- Germany (October 2010)

The way Neal brought the 
key points to life with numerous 
real examples from many 
different therapy areas and 
lifecycle stages was really helpful”

Francesca Drake, 
Global Brand Manager, 
AstraZeneca - UK (March 2011)

Neal Hansen’s LCM seminar provided 
lots of food for thought. He enriched the 
theory with some excellent examples 
throughout the course of where you can 
add real value to a Brand in a competitive 
environment at any point in its life. Very 
informative and well led by Neal!” 

Kevin Palmer, 
European Marketing Manager - Analgesics, 
Mundipharma International - UK (June 2010)

Understand product maturity and be prepared for what happens at patent expiry.

Know which drivers of differentiation can be used in a seemingly undifferentiated world.

Learn where, when and how to compete in a generic world using pricing and contracting 
strategies, authorized and own generic strategies, Rx to OTC switching strategies, etc.

Learn how to select the best tactics for your brand(s).

Be able to take portfolio management decisions at late stage.

Know how to build winning organizations in late stage LCM.

Gain insights from real world LCM case studies and benefi t from Neal’s 
insightful recommendations based on his unique background 
as a senior consultant in working on LCM solutions for many pharma companies.
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Brussels 19 April 2012 
Brussels 20 November 2012

Dates
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Course attendees in 2011 came from…

A1M Pharma - Abbott - Accelerator Nordic - Actelion - Adelphi - Air Liquide Healthcare - Alexion - Algipharma 
ALK-Abello - Almirall - Alzprotect - Amgen - Arcana Institute - Areta - arGEN-X - Astellas - AstraZeneca
Axxam - Baxter - Bayer - BetaZone Labs - Boehringer Ingelheim - Bristol-Meyers Squibb - Cardio3 Biosciences
Catalent - Celgene - Celica Biomedical Research - Celltrion - Cephalon - Chiesi - Chugai - Covidien - Daiichi 
Sankyo - Eisai - Eli Lilly - Ergomed - Ernst & Young - Esteve - EVER Neuro Pharma - Exir Pharmaceutical 
Company - Ferring - Formac Pharmaceuticals - Fresenius - Galderma - Genzyme - Gilead - GlaxoSmithKline 
Gothenborg University Holding - Grünenthal - Helsinn - Ipsen - ISDIN - Janssen-Cilag - JB Chemicals & 
Pharmaceuticals - Johnson & Johnson - Kowa Pharmaceuticals - KRKA - LEO Pharma - Linde - Lundbeck 
Maxia Strategies - Medical Futures - Medivir - Menarini - Merck Serono - Merck Sharpe & Dohme - Morphosys
 Mundipharma - NICE - Norgine - Novartis - Novo Nordisk - NSPM - Nycomed - Olainfarm - Onyx Pharmaceuticals 
Orion - Otsuka - Pfi zer - Pharmexpert - Pierre Fabre - PregLem - Roche - Sandoz - Sanofi  - Sanofi  Pasteur 
MSD - Sanovel - Santen - Servier - Shire - Sigma-Tau - Sorin Group - Swedish Orphan Biovitrum - Takeda 
Teva - The Market Group - Theramex - Tillotts Pharma - TNO - UCB - Verman - Vianex - Yiaco Medical

Algeria - Australia - Austria - Belgium - Bosnia & Herzegovina - Brasil - Bulgaria - Canada - Denmark - Egypt 
Finland - France - Georgia - Germany - Greece - Iran - Ireland - Italy - Japan - Kazachstan - Kuwait - Latvia
Monaco - Morocco - Mexico - Norway - Poland - Portugal - Romania - Russia - Slovenia - South Africa - South 
Korea - Spain - Sweden - Switzerland -The Netherlands - The Unites States of America - Turkey - United Arab 
Emirates - United Kingdom

... the following companies

… based in the following countries

www.celforpharma.com

New courses, tips and tools at

Annelies Swaan
Senior Marketing Associate
annelies.swaan@celforpharma.com
+32 2 709 22 39

Contact us

Take your professional development seriously.
Find out which course will leverage your capabilities at www.celforpharma.com
Or register for one of our courses at www.celforpharma.com/register.html

Online registration

 Group discounts (upon request prior to registration)
  Visa requests
  Hotel accommodation
  Local travel information

We provide assistance with
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Visit our website for:
 Tips & Insights from our experts
 Hundreds of testimonials from your peers
 Expert biographies
 Online registration

Learn from our Board of Experts on 
    www.celforpharma.com



C.E.L.forpharma Pegasuslaan 5 – 1831 Diegem  Belgium (t) +32(0)2 709 22 38 (f) +32(0)2 709 23 38 – info@celforpharma.com – www.celforpharma.com –BTW BE 0871.088.704, RPR Leuven


